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INFORMATION TECHNOLOGY IN CONTRACTING
THE KEY TO OUR FUTURE

The future of contracting is directly linked to integrating policy, processes and computer technology.
networked information will improve the effectiveness of our work with our customers and associates across t
Force. We are actively involved in many on-going DoD efforts to accomplish this integration. Electr
Commerce/Electronic Data Interchange (EC/EDI) and Corporate Information Management-Procurement (G
initiatives are in the forefront.

EC/EDI implementation supports acquisition reform and streamlining efforts to improve small busi
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access to DoD procurement information, raise the small purchase dollar threshold and transition to a paperless

procurement environment. We are actively supporting the AF and DoD efforts through a three-phased
starting with the electronic exchange of a request for quote and award of a purchase order in Phase I; expa
complexity to permit electronic text messaging and contractor registration in Phase II; and electronic catalg
and purchase order modification in Phase IlI.

information systems (AISs) to a single migration system for each functional area by October 1996, and t
develop and field a future target AlS for each functional area. In the procurement functional area, we are mi
to a Standard Procurement System (SPS). We are working to ensure the d&§®S/ewvillprovide the
functionality we need. At the same time, concurrent actions are taking place for the design and developmen
target (future) procurement AIS. AF contracting professionals are again actively supporting the procur
process modeling and functional description projects that are critical to defining how procurement processe
today and how these processes must be reengineered and automated for the future.

The CIM-P initiative supports the DEPSECDEF requirement to transition all DoD functional automited

Given the importance of computer technology to our future, | have created a new division in AQC. U
the leadership of Col (S) Rich Heffner, the Contracting Systems Division (AQCI) will integrate the EC/EDI
CIM-P efforts, and develop a strategy that best integrates our changing organizations, policy, and processes
evolving information technology capabilities.

The remainder of 1994 marks the beginning of an eve

more aggressive and opportunistic era for AF contracting. The

information technology efforts currently under way have th
potential to improve our contracting processes. The challenges
great; the payoffs even greater. An article in this Newsletter giv
more detail on our EC/EDI progress to date. Your ingenuity ar
ROBERT W. DREWES, Brig Gen, USAF  gctive participation are necessary investments to take us into
Deputy Assistant Secretary 21st century and realize the full benefits of information technolog
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| thank everyone whose time and hard work have brought us this

Please Recycle!



THE AIR FORCE EC/EDI PLAN

] contracting, this is th&aseContract Automatedystem
by Maj Todd Klopp, SAF/AQCP, DSN 227-8472 (BCAS) and MADES Il. The approach incrementally
automates the contractimgocess inthree phasescross
limited Federal Stock Classesnd commodity groups,
The Air Force Electronic Commerce/Electronid using the Department @fefense (DoD)standard EC/EDI
Data Interchange (EC/EDI) In Contracting pleonsists | communication network. The EC/EDI communication
of a goal, a strategyand an approach. Thgmal is to network will provide aflow of contractual transactions
provide EC/EDI capability tthe 5 AF central purchasing| between industry and government for simplified
activities and the 93 base level contracting activities whith purchases.
process 10,000 or more contractual actionder $25,000
annually. The strategy is taise existing contracf As mentioned, the three-phased AF approac
automated systenand contract writing applications. For| incrementally automates the contracting busimeesess.
central purchasing, this is théutomated Contract [ Phase | will establish theasic buyer-seller relationship at
PreparationSystem (ACPS)and Menu Assisted Data| the AF Air Logistics Centers'central procurement

-

Entry System (MADES). For installation level activities, 20 base level Agontracting locationsand one
Marine Corps site, through the electronic exchange of [a

/ \ Request for Quotand resultanpurchase order award.

Contracting Newsletter Phase Il will expand the AF EC/EDdapability to an

Summer 1994 additional 48 AFbase levelcontracting activities and

increase the number of electronic transactions to automdte

The Secretary of the Air Force has determined that the publication of thi d . . d . Ph
periodical is necessary in the transaction of the public business as refui vendor registratiogystemandtext messaging. ase

by law of the Department. Use of funds for printing this publication fvadll Will complete our planned EC/EDIdeployment by
approved on 11 Jul 1988, in accordance with AFR 5-7. adding an additional 29 AFbase level contracting

activities and providing electronic  cataloguing,

USAF Recurting Periodical (AFRP) 64-1 modification, and automated follow-up capability.

(Readership Ratio: 5to 1)

Distribution: F . . .
The AF EC/EDI plan isaggressiveand requires
Contracting Newsletteis published quarterly by SAF/AQCX.,060 Air | the active involvement o@ll our contractingpeople and

Force Pentagon, Washington, DC 20330-1060, (703) 614-5359, or Dsfﬂmctional professionals who comprisﬂae acquisition

224-5359. ) o ) -
team: communications, small business, legal, logisticg,

Honorable Sheila E. Widnall civil engineering, supply, finance, etcThe first 20 AF
Secretary of the Air Force contracting activities are discovering the increasefl

importance of these organizations' involvement in multi
functional teaming to support the increased demand gn
fully functioning contracting automatedystems and
Ms. Chagz_ette L. Stokes communications capabilities, as well as being ale
t . o L2
tor communicate the EC/EDdbjectives tocontracting's AF
Contracting Newsletteis an official, non-directive HQSAF departmental] Customersand thevendor communlty: LOOk”?gltO the
publication. It's purpose is to provide Air Force Contracting personnel witfuture, these teams aegjually essential to building the
timely information relating to mission accomplishment; to assist them incross-functional EC/EDI partnerships to improve iten
solving problems and improving efficiency of operation; to communi atetaescriptions realize overall reductions in the tm:gajle
ought '

new developments and techniques; and to stimulate professional th i di . t ffici . ticularl t
and development. The views and opinions expressed by indiv|du |[meé, andincréase Inventory efnciencies--particularly a

contributors, unless otherwise specifically indicated, are those of| ththe Wing level!
individual author. They do not necessarily reflect the official viewpoinf of

the Chief, Contract Support Division, SAF/AQCX; the Department of the| Air The identification of Phase knd lll locations
Force; or any other department or agency of the United States Governn en(Ni” soon be finalizedand forwarded tothe MAJCOM
Contributions, suggestions, and criticisms are welcorfimal selection of Chiefs of Contrlactlng. In the_ meantime, tfudlowing .
material for publication is made on the basis of suitability, timeliness,|[anfPhase | locations are leading the AF EC/EDI in
space availability. ~Address communications Qontracting Newsletter| contracting effort: Ogden, RobinsSan Antonio,
SAF/AQCX (Editor),1060 Air Force Pentagon, Washington, D20330- Oklahoma City and Sacramento ALCs: Peterson
1060, DSN 224-5359. g ’ !

Edwards, Eglin,Brooks, Randolph, Lackland, Maxwell,

The use of a name of any specific manufacturer, commercial profudvicConnell, Tyndall,and Langley AFBs,and the Marine
commodity or service in this publication does not imply endorsenvy t€orps installation contracting activity at Quanti¢o.

w:orce.

Lt Col Tommy Gilmore
Editor-in-Chief




POLICY & PROCEDURE

GSA'S ELECTRONIC DATABASE--
USE IT!

by James S. Cohen, SAF/GCR, DSN 223-9819

The General Accounting Office (GAO) has ser
a clear message that reliance on non-current "Lists
Parties Excluded From Federal Procurement
Nonprocurement Programs" ("List") is not enough. T
General Services Administration's (GSA) on-lin
electronic database is the final authority for the currg
status of suspended or debarred contractors. Ev

activity should have the capability to utilize this tool.
Failure to do so is likely to call into question the¢

reasonableness of a decision to declare a contra
ineligible for contract award.

The GSA maintains a database named Debar
Bidders List System (DBLS) which can be accessq
through either commercial or FTS lines, via a compu
and modem. The only charge is the cost of the teleph
call. While the system is not perfect in terms of sear
capacity, it is easy to use. You should be able to get
line with minimal difficulty and no special password i
required. For information on the database DBLS c
(202) 501-4893 or
(202) 501-4740.

In a recent
decision, the GAO
found that apparen
good faith efforts to
check the
debarment status
a contractor was ng
enough to deny th¢
protest of a low
responsive  bidde|
who was mistakenly
included on the contracting officer's most recent copy
the "List".
257, B-253783, 22 October 1993.

The facts are that Crowley's bid was determingd

to be the low responsive bid. During a check
Crowley's responsibility, the contracting office
determined by checking the "List" that Crowley had beq

The case is R. J. Crowley, Inc., 93-2 CPp

proposed for debarment. The contracting officer's copy
of the "List" was two months old; as a result the
contracting  officer
made three attempt
to verify Crowley's
status. First,
t Crowley was called,
Ofthe specific persor
O the contracting
€ officer wanted to
P speak with was noi
Nt hresent  and
Fmessage was left
Second, GSA was “
[ called to verify the &3
tOFi jst the
contracting  officer
had available was
€dithe most current — it was. Finally, the agency which
d, proposed the debarment was called, but no one answer
"the call. Following these actions, the contracting officer
N&eclared Crowley ineligible for award and awarded to the

EN hext low responsive bidder.
bN-

b
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As it turns out, Crowley had been proposed for

Al gebarment approximately four months earlier than the

publication date of the "List" relied upon by the

During conversion with the database from one system t
another, GSA lostertain data, including the names of
companies recently removed from the "List". One resul
of the conversion was that no "List" was published for the
two months after the copy relied upon by the contracting
officer. By the time of award>SA's electronic database

correctly reflected Crowley's status. It was not checked.

The protest was sustained. TBAO foundthat
the contracting officer's decision in this case did not hav
a reasonable basis for determining that Crowley wa
ineligible for award. They specifically faulted the
contracting officer for not using GSA's electronic
database to verify Crowley's statis.

of
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contracting officer, but had been removed one week latef.
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THE USE OF PAST PERFORMANCE

INFORMATION BELOW $5M
by Maj Dave Glowacki, AFMC/PKP, DSN 787-7065

Office of Federal Procuremerolicy (OFPP)

Letter 92-5, 30 December 1992, which requires fedefa

agencies to prepasvaluationof contractor performance
on all contractsover $100K _andto specify past
performance as an evaluation fadtoisolicitations for all
competitively negotiated contracts expected et@eed
$100K. The policy letter also requiresthat past
performance be considered apart of aresponsibility
determination in all acquisitions. Tharoposed FAR
implementation of th@OFPP policyletter wasofficially
published for comment inthe Federal Register omf
17 February 1994 withthe formal comment period
closing on 16 April 1994,

In response to theOFPP policy letter, HQ
AFMC/PK organized an integrated product team f
review existingand planned®FMC past performance
systems. Amongther things, the teandeveloped a

(=]

simplified past performance evaluation process for the

evaluation of past performance ircompetitively
negotiated acquisitions between $108Kd $5M. The
streamlined past performance evaluatiorethodology
would employ one oftwo options. Simplified
Performance Risk Assessment would be used
competitive acquisitions where trade-offs amapecific
criteria areas, including price, are required in order
make a best value decision. Performance-Price Trade
would be used for competitive acquisitions in which th
non-price area will be evaluated on an "acceptable/ng
acceptable" basisEach option meets the requirement df
the OFPP policyletter to use past performance as ahn
evaluation factor in all competitively negotiated
acquisitions over $100K, whileminimizing the
substantial resource impact of this requirement.

When theFAR language implementation of the
OFPP PolicyLetter is published, each MAJCOM will
need to implement the requirement to prepare evaluatiq
on completed contracendevaluate past performance in
source selection. The AFMC model offers astarting
place for the development of these implementing
strategies

PROPOSED CHANGES TO MIL SPECS

AND STANDARDS
by Lt Col Greg Waeber, SAF/AQCS, DSN 225-1997

Congress continues to pursue acquisition refor
legislation and indications are th&tgislation will be
passed by falland that therocess of implementing

changes willfollow soonthereafter. Meanwhile, DoD
remainsactive in examiningstreamlining opportunities
for which no legislative change is required. It is in
pursuit of this task that an implementation pt@sed on

Ithe results of the MilitarySpecificationsand Standards

Process Action Team (PATasbeen developed.This
PAT, which was chartered by the Deputgder Secretary
of Defense (Acquisition Reform), began work in August
1993 and concluded its work in April 1994.

On 29 June 1994, th&ecretary of Defense
signed a memorandum wholeheartedly accepting th
team's reportand approving the report's primary
recommendation to use performance spetd standards
in lieu of mil specsand standardsnless no practical
alternative exists to meet the user's neetlbis change
will have an impact on us in contracting as it also
directedthat we notonly encourage offerors to identify
and propose non-governmergtandards andndustry-
wide practices in future requests for proposals, but also i
some existing contracts.The implementation of this

significant change andthers driven by the PAT's report
are beingdevelopedcandwill be disseminated as quickly
as possible. This is a clear step toward one of the goals
the National Performand@eview: to relymore on the
commercial marketplace by buying more commercia
products instead of requiring products to be designed t
government-unigue specifications.

M we often hear quoted.

AETC SMALL BUSINESS SURVEY SHOWS
GOOD CONTRACTING SUPPORT FROM

SMALL DISADVANTAGED BUSINESSES
by Bobby Watts, AETC/LGCF, DSN 487-4840

Your customers may bemissing a golden
opportunity if they don't take advantage thfe Small
Business Administration’s 8(a) prograamd the Small
Business Competitiveness Demonstration program. Wit
little extra costyou could realize time savings oyour
procurements.How are these programs reallyorking?
To answerthat question a survey wasent tobase civil

N%ngineering and contractingctivities requestingheir

views on the subject. The areasurveyed were
acquisition planningdays toaward contracts, quality of
contractors and price.

Overall the survey results indicated some
activities experienced more succegban others.
Surprisingly, the mean variancketween government
estimatesand award was only 10% forall small
disadvantaged businesses, significantly thas the 25%
The average time to award
contracts under the 8(a) program is 1d¥ys,and 117

11
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days under the Small Business Competitiveness




Demonstration Program. Thi®mpares moré&vorably
to the average time to award contracts using full a
open procedures at 120 days.

At the same time, thsurveyresults indicate we
need to concentrate more on up frgranning and

obtaining timely information for deciding when the

government should set aside projeaisider these
programs. In this regard, we are stressing increased
of capability briefings from small disadvantage
businesses.
officers and requirements organizations talentify
quality contractorsand eliminatesome of the bias
associated in doing business with small

disadvantaged contractors.

AFMC INTERAGENCY CONTRACT CLOSE-

OUT PROCESS ACTION TEAM
by Bonnie D. Taylor, AFMC/PKM, DSN 787-2717

The Air Force tookthe lead in establishing an
interagency, cooperative effort to improthee contract
close-out process in October 1992.

Historically, the governmerdand industry have
focused onthe award ofiew contractand the
management of active programs, delaying
complicated task of contract close-outThe funds
appropriated by Congressd an unlimitedifetime thus
making the timingfor contract close-outon-critical

This resulted in the contract period of performance g

the subsequent contract "close-out" often taking years.

That perspective changed in 1990 with th
passage of Public Lawi01-510, National Defense
Authorization Act for 1991, which setspecific lifetime
for appropriated funds. Any contract fundsmaining
unexpended when the "drop-dead" datas reached
were "canceled,and could not be used for any purposd
including payment.
obligation, in many cases, still existed, requiritigat
"current” funds be used to financthe remaining
obligation.

The legislation eliminating the merged accou
for government funds becaneéfective 1 Octobefl993.
The magnitude of AF funding at risk of being lost wa
estimated in October 1992 $5.8 billion, and potential
detrimental impact on all of thactivities made the
contract close-out processmgh priority for AFMC, the
Services and other agencies.

In October 1992, 20 separate organizatioese

apd 31

The government's financial

team (PAT). The members, representing the military

hd Services, Department of Defense ageneiadaerospace
corporationshad theirfirst meeting inNovember 1992.
Using Total Quality Managemeand StatisticalProcess
Control techniques, the team identified 25 problems in
contract close-out.

One of the major recommendations resulting
usérom the PATwasthe needor increased expertise in
l contract close-out, business practie@sl datantegrity.

These briefings should help contracngThe final briefing of the interagency contradbse-out

PAT was presented the Executive Steering Committee

in December 1993 and the final report was distributed on
March  1994. Implementation of the
recommendations will be accomplished otbe next
several months by the agencies participating in the PAT.
HQ AFMC/PKM will continue to track implementation
plans andmetrics and brief the status of each of the
initiatives and of themeasurements to thExecutive
Steering Committee in December 19%4.

REDUCTION IN TIME AND COST IN

SOURCE SELECTION
by Lt Col Charles Mather, SSC/PKB, DSN 596-5440

We havehad significansuccesseducing the

the time andcomplexity of our commerciabff the shelf

source selectionsthrough the use  of functional
specifications. Rathéhan stating the specifications in
terms of product performance mandatory requirements,
hgthe functional description identifies what the usert
do with the product. For example, therinter
specifications for two CLINS othe Desktop IV source
selection required the following:

D

"Users shall havetwo basiccapabilities to convert
system generated products, including graphics, to
hard copy output. Some users should have the
capability to producenear letterquality documents,
products using up to 14 1/2Vide continuous form
pin-feed-tab papergnvelopesmulti-part forms, and
labels. Other users should have tepability to
produce laser quality documents, forms, overhead
type transparencies, envelopes, and labels on a shared
network printer."

Nt

s Theonly mandatory'shall” requirementvas to propose
two printers. Section M evaluation factorthen stated
the characteristics the governmembuld consider in
determining the quality of the offered printers.

The reductionwas dramatic. Section C was
reduced from th@revious Desktop Il 150 pages to 10

bn @ndmandatory requirements went from over 1900 to just

invited to participate in an interagency process acti




44. Proposalsvere received in just 37 days on a near
$1 billion acquisitionand were significantly reduced in
size. As a direct result, the technical evaluatgese
able to evaluate one proposal per dage thefour to six
weeks previouslyexperienced. This approachalso
significantly reduced both the timend cost to propose
against oussource selections. Offerdnad statedthat it
requiredbetween $5 to $hillion to propose on Desktop
lIl and only several hundred thousand for DesktopHV.

y technology proposals. Ihe proposals pass scrutiny,
they are included in the next block release.

This process saves manpowand reproduction
costs by educatinthe contractors on what tipeoposals
must contain so thathese commercial off-the-shelf
products are submitted with data supportingir great
prices. Also, by combining proposals, a threefold
savings in reproduction and distribution tigwed costs is

BLOCK RELEASES FOR THE

DESKTOP IV CONTRACT
by Chris Mitchell, SSC/PKOR, DSN 596-5415

The Desktop IV contracts awarded in Februaj
1993 to Government Technology Servicdése. and
Zenith Data Systems have beewnery popular and
successful. Betweeie two contractors, they delivered
198,000 units from June 1993 through June 1994, wit
21-day after receipt of order delivery schedule. T
contractors are currently on schedule.

One of the mostsuccessful features of thd
contracts hakeenthe ability to keep abreast @urrent
technology. InMarch of this year, quarterlyblock
modification releases were initiated to effectively manad
technology advancements proposal§he firstblock
release attempt was a big success. As marsewn

new technology advancement items were added in redor

time. The process works as follows:

Government program office and
contracting personnel meet to discuss changes
requirements, new technology, etc.and make
preliminary scopedeterminations. A meeting is ther
held by the Government with both contractors present
pass along the requirement needsl to explairwhat
minimums the proposals must contand when they
should be received the Government to meet the ne
block releaseadate. At this point, the contractors mal
have a separate meeting with the Government to add

any technology improvements they wish to offer the

Government. These contractor-specific iteansjudged

by the Government to determine they meet the
requirements of thélock releaseand thecontractors
then prepare th@roposals based othe Government's
feedback.

After the meetingswaiver deviation
letters may be issued #thorize nocost substitutions
and alternatesources. Wheitthe proposals arfnally
received bythe Government, the programiffice, legal
office, and  contracting meet for a joint

realized>

LESSONS LEARNED F-111 AVIONICS
INTERMEDIATE SHOP-REPLACEMENT

(AIS-R) CLAIM SETTLEMENT
by Dennis Spradling, SA-ALC/LDKAA, DSN 945-7661

4 Through diligentefforts at San Antonio Air
Lo Logistics Center (SA-ALC), one dhe largest claims to

go beforethe ArmedServices Board of Contract Appeals
(ASBCA) was settled. The claims consisted of more
than 12,000 pagesand were submitted from 1989 to
1993. The AirForce (AF) responded with counter
claims which established AF entitlement in thes of
thejudgeandserved to offsetnany of the allegations of
cost overruns made ke contractors. The litigation
required thereview and cataloging of 14,000,000 pages
o d;f documents which accrued over 12 yeai&he bare

ones Rule 4 file was morthan 25,000 pages, a
tremendously complex effort.

ge

What did we learrfrom the experience? The
PCO should do everything reasonably possible to resolve
claims at his orher level. If anyonethinks that the
attorneys or judge will ride in otheir white horse to
savethe PCOyou are wrong. Ifanyone believeghat
your workload will be reduced byssuing a final
decision, you would also be wrong if it is appealed.
Litigation is very labor intensive and requires the
greparation andesponses to interrogatories, requests for
production of documents, depositions, review of
numerous documentsand simultaneous settlement
discussions.

to

to
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How do wereduce thegrobability of becoming
involved in a claim? We must endeavor to award
unambiguous contracts to goodontractors, timely
enforcethe terms andonditions of the contract, ensure
everyone inthe AFknows their responsibilities and
limitations, andseek to resolve problenmather than
letting them grow and fester. Goodluck and happy
contracting>

requirements/preliminaryscope determination of new




SMC LEADS THE FIELD WITH
CONTRACTING TRAINING INITIATIVES:

"JUST IN TIME BRIEFINGS"
by Janice Jamar, SSMC/PKOM, DSN 833-2473

SMC has beenusing Malcolm Baldridge-type
criteria in the unitself-assessment since 1992. Out
this unit self assessmenthe "Just in Time" briefings
were born. Thisconcept is a uniquand worthwhile
contracting initiative thatserves as an excellent an
much needed training tool.

"Just in Time" modulesare  short, bu
comprehensive briefings on subjectstire acquisition
area that ardesigned tdrain new people tohe systems
acquisition arenaand bringrefreshertraining to the
senior people. These briefingse available tprovide
proper information required to perforday-to-day duties
in the highly complex acquisition environment. Not onl
are the briefingdeneficial to contracting personntiey
serve as necessary information to technical people
others who daot have a contracting background. TH
SMC ContractingStaff strongly embracethis concept
andeagerly lends &and toprovide on-the-spdtaining
whenever the need arises. Serff@Os have recently
been invited to brief some tdie "Just in Time'modules
in order to tap theiknowledge basand toprovide the
"line perspective" to the material.

The briefings are maintained in the PH
Training Office and currently include:

. Anti-Deficiency Act

Personal Services

. Source Selection
Unauthorized Commitments
Defective Pricing

Technical Evaluation
Fact Finding

. CPAR

S@ TP o0Ty

The PK Training Office has plandor creating and
identifying additional briefings in order to build
complete library of worthwhile information. This
information is important to ensur¢hat interested
personnel can beuickly trained whenever the need
arisesy>

g

Contingency
Contracting

y

e

PREPARING FOR CONFLICT --

CONTRACTING STYLE
by Capt Brian Bellacicco, USAFE/RSKX, DSN 480-571

On 29 May1994, contracting teams from RAF
Feltwell, United Kingdom, Det 2, 700 CONS,
Kaiserslautern Germanygnd 36CONS, Bitburg AB
Germany simulated five-day deployment td@ent City,
Bahrain, to participate in the first AEontingency
Contracting Competition in conjunction with the AF FM
Top Dollar Competition. During the competition, the
teams were challengesith many contracting scenarios
and hostile environmentghat might beencountered
during a conflict. = The teamswere required to
demonstrate theimbility to function in a simulated
chemical attack, displayheir proficiency with a 9mm
pistol, demonstrate theiability to administer self-aid
and buddy care in various emergency situations, and

ANtHemonstrate theiphysical conditioning byunning an

Army confidence course.

All phases of the teams' performaneere
closelyevaluated fromnitial office set-up to contracting
kit inventories. When thesmoke cleared, it was
determined thébest ofthe best" wasthe team from 36
CONS, which consisted of TSgt Donald Buchannan and
SSgt Morton Gould.

Therewere several lessosarned thatame to
light during thecompetition. First, ifyou don't train
contingency,you won't be readyand you can't do it
right. An active, soundiraining program irplace and
functioning at your homeffice isessential. Second, you
canonly usewhat is ready. Byhat, we mean thkey to
your success in a deploystiuation is to have everything
you need (forms, supplies, computer, etahd the
knowledgeandexperience taoun it. Third,attention to
detail is paramount. We aknow that in deployed
situations, the customer reigns supreamel sometimes
shortcuts are taken within the boundaries of contracting
guidance. However,that is noreason to not complete a
form or establish a contratttat is asaccurateandfilled
out correctly as one completed in your base office.

USAFE Contracting is honored to have been the
first in the AF to stand up to thiype of competition.
The AF-wide FM Top Dollar Competition will be
conducted 5-10 November 1994 at NelA&B NV.
SAF/AQCO is pursuinghe possibility ofall MAJCOMs'
involvement in a joint competition with FM's "Top
Dollar" for 19952
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KEEPING YOUR AFFARS UP-TO-DATE

by Col Larry Trowel, SAF/AQCF, DSN 227-9441

At a time when our business seems to
changing daily, having a singlsource forthe most
current contracpolicy is essential forevery Air Force
contracting professional. Thair Force Acquisition
Circular (AFAC)process is a unigugystemthatensures
you will always havethe most currenpolicy at your
fingertips.

SAF/AQC issues thregypes of AFACs. The
first type is used talistribute formal changes to the Aif
Force FAR Supplement (AFFARS) his type of AFAC
provides formal change pages to be inserted yotar
AFFARS. AFAC 92-41 dated 20 June 94 is a rece
example of this type of AFAC.

The seond type of AFAC is used distribute
DoD and Air Force policy and information letters. Theg
letters fall generally into three categories:

(a) Director of Defense Procurement
(DDP) Letters. DDP letters are used to disseminate ne
or revised contractingolicy that, because of amrgent
and compelling need, must be issued immediately a
cannot wait for a formal change to be issued in a Fedg
Acquisition Circular (FAC) orDefense Acquisition
Circular (DAC).DDP lettersare alsaused to authorize
class deviations to the FAR and DFARS.

(b) SAF/AQC Policy Letters. SAF/AQC
periodically issues contractingpolicy letters that
establish new or reviseflir Force policy. The AFAC
process is used to ensure a thorough disseminatior
these policyletters to all 2300+AFFARS subscribers.
These letters are replaced at a later date by forr
AFFARS change pages.

(c) Informational Items. AFACs also can
include letters or other materials which are of interest
contractingofficers butare not directive in nature. In
most cases these informational iteare notposted in
the FAR, DFARS or AFFARS ashe policy letters are,
but are filed with the AFAC index page.

AFAC 92-40 dated 13 June 1994 is a recent
example of this type of AFAC.

The thirdtype of AFACmakes urgent revisions
pbe to the FAR, DFARS and AFFARS using the Joint
Message FormatThis approach isised when we have
an immediate need to get new or revipeticy directly
into the hands of ouield contracting personnelAFAC
92-38 dated 111200Klay 1994 is a recent example of
this type of AFAC.

Each of these ladtvo types of AFACsontain
specific filing, posting, marking and effectivity
instructions so thatach letter or message [®sted
facing the affected section othe FAR, DFARS or
AFFARS. This procedure ensurdhat themost current

nt policy is readily available ahe place in thé&ookwhere
you needit. Subsequent AFACs will direct removal of
these letters once they have been superseded by a form
change, rescinded or have expired. AreForce is the

e only DoD agencythat takes this approach to posting
policy letters. It requires somadditional work on
everyone'art, but hasproven to be the mosffective
approach to getting the latgstlicy out to everyone and

w helping you to keep your books current.

nd We have recently begun using anotheol to
pralhelp you keep your AFFARS up-to-date the AFFARS

List of Effective Pages, also known as the "A-page." The
A-page lists each curre®tFFARS page as well as any
policy lettersthathave been inserted the AFFARS by
earlier AFACs. Using the A-paggou canquickly tell if
your booksare correctly posted. See AFAC 92-39 dated
11 May 1994 for details.

of We are constantly working tomprove the
formatand procedures for postingnd maintainingour
halAFFARS and AFACs. We wantyou tohave themost
recentpolicy readily availablevhenandwhereyou need

it. If you have any suggestions, please give us axall.

to




NOT GETTING YOUR ACQUISITION
CIRCULARS?

by Rick Summerour, SAF/AQCF, DSN 225-3858

The Air Force Publishing Distribution Centef
(known as theAFPDC) distributes approximately 2,30(
copies of each Federal AcquisitioBircular (FAC),
Defense AcquisitionCircular (DAC) and AirForce
Acquisition Circular (AFAC). Occasionally users
(known as customers) of tHeAR donot receivetheir
copies. Wherthis occurs, the customer should conta
his or her Customer Account Representative (CAR). T
CAR is a person ithe Customer's organizatiorho is
designated to serve as a fopaint in dealing with the
Publications Distribution Officer (PDO). Every Air

Ct

Force Organization is serviced by a PDO, usually located

at the local base. The PDO is an information
management specialisiyho can check theAir Force
Publishing Bulletins to determine when the circular w.
distributed. ThéPDO may obtain aopy byrequisition.
The customer should request DO to make surthat
a requirement haseen established fahe FAR. Since
receipt of FACs, DACs,and AFACs is based upon
having a requirement establishdédr the FAR, this
should ensure that you receive all acquisition circutars

5
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FAC, DAC, AFAC
UPDATE

As of 1 August 199
your copy of the FAR, DFAR
and AFFARS should be pos
through the following changes

FAC 90-20 dated 10 Mar 94
DAC 91-6 dated 27 May 94
AFAC 92-41 dated 20 Jun ¢

hestanding complaint@about the procurementrocess is

$ PRICING $\

COST OR PRICING DATA-- WHEN DO
YOU NEED IT? WHEN

DO YOU GET IT?
by Bob Bemben, SAF/AQCP, DSN 227-3888

One of the mostrequently heard andlong-

that contractingofficers ask forthe submission and
certification of cost opricing data when such data is not
required. This practicewastes Government and
contractor resources. Clearly, contractofficers must
become more knowledgeableand comfortable with

alternative methods of establishing price reasonablenes$

so thatover-reliance on cost analysis techniquas be
avoided. Contractingofficers must refrain from

obtainingcost orpricing data unless the datadkearly
required or necessary.Some guidelinescontracting
officers should use are:

Actions Under $500,000 Cost orpricing data
generally should not be obtained for actions fallyegpw
$500,000. Contractingfficers shouldnstead use price
analysis techniques to the maximum extpossible to
determine price reasonableness.
officer cannot determine price reasonableness by using
price analysis techniques, cost documentation may be
obtained from an offeror in order to performcast
analysis; howeverthe contractingfficer shall request
only that datawhich is necessary to determine a
reasonable price. In order to obtain cospicing data
for actionsunder $500,000, the contractiofficer must
make a written finding that such datanecessary for the
evaluation of the reasonableness of pracgl the finding
is approved at a levalbovethe contractingfficer (see
FAR 15.804-2 (a) (3)).

Cost RealismAnalysis Whencost orpricing
data is not requiredbecause adequate competition is
expected, but cost documentation is needed to determin
the cost realism of competing offerors, such
documentation may be obtained. Cost documentation
requirements should be tailored @t only necessary
data are requestqdee DFARS215.805-70). Forcost
realism analysis, contractingfficers shouldnot require
contractors to certify cost documentatiand cost or
pricing data should not be requested.

When the contracting

D
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AdequatePrice Competition Cost or price data
should not be requested when adequate price competi
is expected. Adequate price competit@an existven
when price is a secondary factor fime evaluation of

fiduciary responsibility.  Inadequate or incomplete

tiomocumentation mayaise questions onow wellyou are

carrying outyour duties as aagent of the public trust.
Second, thePNM is a sales document describing the

proposals as long as price is a substantial evaluafionprogress from proposal submission through negotiation

factor (see DFARR15.804-3 (b)). Cost documentatio
may be obtained if necessary to ensure cost realism.

Contracting activities shoulddevote special
attention during solicitatiorreviews and performance
managementreviews to ensure cost qguricing data
requirements arémposed only when necessarniote
that different requirements may apply wheantracting
for commercial items in accordance witie procedures
set forth in DFARS Subpart 211.70.

In the nearfuture, we carexpect to see more
change related tocost information requested from
contractors by the Government. Current acquisiti
reform legislation contains several changes to t
requirement focost orpricing data. In addition, an Air
Force-initiated case which provides for an easier meth
of securing cost documentation is currentiynder
consideration by the DAR Counci.

DOCUMENT YOUR FILES!

by Maj Tim Brown, SAF/AQCP, DSN 224-3622

As contracting professionals, one yafur most
important responsibilities is ttompletelyandaccurately
document the pricingprocess in either a price
negotiation memorandum (PNM) or a price metmat is

included in the contract file. Accurate documentation i

essential for several reasonbirst, FAR 3.101-1 states
that "transactions relating to thexpenditure of public
funds require the highest degree of public taustl an
impeccable standard of conduct."  Ultimately, the
contractingofficer signing the contractual documesil
be held accountable when public fundse spent
unwisely -- not the
requester, not
DCAA, and not the
program  manager,
Since thePNM is a
written document
explaining your
decision to obligatg
or expend public
funds, it is a
permanent record of
how well you arg
discharging  your

[
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bn complete history othe transaction.”
he PNM must addresthe who, what, where, whewhy,

of the contract price. Therefore, it is tisource
document if it becomes necessary teconstruct the
events surrounding an acquisition (e.g., changes in
personnel, claims, congressional inquiriaed court
cases). Finally, in actions requiring the submission of
certified cost omricing data, thePNM formsthe basis

for defective pricing cases.

Writing a good PNM is not easy and canveey
time consuming. One of thdiggest problems is
determininghow much documentation is enough. There
is no easyanswer. However, FAR4.801 stateghat
documentation in fileSshall be sufficient to constitute a
To do this, the

andhow of each step dhe acquisitiorprocess.Further

odguidance on writing®NMs can befound in AFP 70-6,

Guide for Air Force Base LevePricing, FAR 15.808,
and Chapter 8 of th&rmed ServicesPricing Manual
(ASPM). Two thingsyou can dotoday to improveyour
organization's documentation is to establisternal
review procedures to ensumhe pricingprocess is
properly documentednd toconduct periodi¢raining on
trends identified during your reviews.

GOVERNMENT ESTIMATES FOR
REQUIREMENTS CONTRACTS --

ARE THEY "REAL"?
by Maj Tim Brown, SAF/AQCP, DSN 224-3622

According to thebook, Reflections on the tao te
ching, "To live fully in Reality is to avoid obsession and
compulsion." When | first reatthat line, it reminded me
of some government work estimatdsat I'd recently
observed while reviewingequirementsand indefinite
delivery, indefinite quantity contracts. In several cases,
the estimates were based more upon our "obsession" witl
obligating a specifiamount of funds by a certain time
rather thanour bona fide needs. In other cases, the
estimates were literally guessesth no consideration
given to previous requirements. &fi cases, the actual
guantities orderedwere nowherenear the original
government estimate.

Now, it's not ourjob to determine requirements;
however, our failure to exercise reasonable caketify
guestionable estimates magsult in the awarding of
damages to contractorsCrown Laundry and Dry
Cleaners vs. United Statesed Cl, No. 91-1224C,

10
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9/22/93). In the referenced case, the contractor
awarded damages after establishing a "lack of due cs
by the government in the preparation of iwgrk
estimate. In this particulacase, the government
overstatedhe amount ofvork by 45%. The court ruled
that themere fact there’s a significant varianoetween
the estimates ofvork and the actuakork performed
does not necessarily result in the government bei
liable for damages. To get damagb® contractor must
prove that the inaccuratestimates werghe result of
negligence or lack of due care.

In this case, the government relisdlely on the

using activities’ estimates. The government did not use

reasonable care becaube contractingfficer and his

representative did not try teerify the estimates with
research or other datayenthoughthey doubted the
validity of the estimates. Additionally, there w4
evidencethat the governmenthad more current data
available from a previous contract filve sameservices.

The court went on to statbat bidders are entitled to
rely on government estimates as "representing hon
andinformed conclusionsand, "thegovernment is not
free to carelessly guess at its needs." So, be awar
your responsibilities to verifyequirementsthat don't

seem valid and educate your customers on th
importance of developingood estimates. Estimates

based on realitypot obsession or compulsion, will resul
in better
litigation.»

contracts, happier customerand less

ol =

| COMPETITION

AIR FORCE COMPETITION UPDATE
by Joy White, SAF/AQCS, DSN 227-6400

The
Advocate staff (SAF/AQZ) wadntegrated into the
existing SAF/AQ structure on 1 June 1994This

Air Force Secretariat Competition

streamlining initiative has resulted imumerous

changes. Here are some highlights:
'S - The competitioradvocacyfunction is
now part of SAF/AQC. Gen Drewes ithe Air Force
Competition Advocate General.
est - Procuring activity staffalignments
?ndresponsibilities are not impacted thys restructure.
Sustification and Approvals will continue to be processed
in accordance with FAR Part 6 procedures.

1%

- Commercialand Non-Developmental
Items (NDI) and Contracted Advisoryand Assistance
Services (CAAS) responsibilitiesare  assigned
SAF/AQX.

to

- The CompetitiorAdvocacyAir Force
Policy Directive 63-3 will be revised to delete the
Commercial/NDI  referencesand theCompetition
Advocacy Air Force Instruction 63-30Inow going to
print, will address only competition. Commercial/NDI
and CAAS policies will be subject to separate Force
Policy Directives and Air Force Instructions.

- Future competition awards will be
combined with the contracting awards for presentation in
the March-April time frame.

Competition will remain at th&refront of Air
Force acquisition strategy. SAF/AQC is committed to
sustaining the AF tradition of competition
aggressivenesand success as we take time advocacy
program=-

11



PEOPLE--OUR MOST |

MPORTANT RESOURCE

AMC RESERVISTS ARE THERE WHEN

YOU NEED THEM
by Col Charles W. O'Cain, AMC

Air Mobility Command reserve contracting
officers have recently performed extended activgy
where active duty manpower shortfalls have occurre
Capt GregHayley from PineBIluff, Arkansas, performed
153 days of active duty from March 1994 through
31 July1994 at Brooks AFB, Texas. He was assigned
the Air Force Center foEnvironmental Excellence as g
source selection team member. Capayley was
responsible for evaluation of offeror's capacity to provi
adequate supervisiorand project management to
organize, stafand monitor alhecessary resources an
services to suppotthe AF's environmentalbjectives.
With his assistance, up tive $39 million indefinite
guantity, cost plus award fee contracts will be awarded
contractors best suited to satisfy the requirements.

Another reserveofficer, Capt Bill Clark from
Pearl City, lllinois, performed 78ays of extended active
duty from 28 February 199through 13May 1994 at
Travis AFB, California. Hevas placed icharge of the
Contract Airlift Detachment 5 for threweeks when
illness prevented thactive duty detachment commandg
from performinghis duties. Capt Clangrovided 24-
hour on-call contract administratioservices giving
direction and guidance to commerciahir carriers to
ensureDoD passengeilleting, mealsandservice were
provided
conditions.

Reserve contracting officers providethe Air
Force an economical, professional surge capability wh
contingencies arise or, as in thebove case, when
unexpected manpower shortfalls arise.

in accordance with contract terms and

CIVILIAN CAREER BRIEFS
by Hector Corella, AFCMPC/DPCQ, DSN 487-450

The success with which you compete for
promotion for Contracting and Manufacturing Civilian
Career Program (CMCCP) positions is partly based on

d.the completeness, accuracy, and currency of your
computerized personnel record.
to Perhaps the biggest problem area is with the
Personal Availability Codes (PAC) portion of the
computerized record, which contains the computer codes
le that reflect the position title, grade, and location of
position(s) for which you wish to be considered. We
I often get complaints from registrants who weren't
referred for consideration and find out that they used the
wrong PAC(s) when registering/updating. Conversely,
tosome registrants who are referred, decline
consideration/selection and are then penalized for
six/twelve months because their PACs didn't reflect the
correct title, grade, and/or location of the position(s) for
which they were available and they were forced to
decline consideration or selection.

Another area of the computerized personnel
record which contains erroneous data is the contracting
warrant area. Selecting officials are now paying more
and more attention to this information on the career brief
because of the requirements of the Defense Acquisition
Workforce Improvement Act (Public Law 101-510).
Unfortunately, many briefs reflect obsolete warrant
levels, or none at all, when in fact an individual has had
a warrant for quite a while. If you are a GS-12 or above
and are a career program registrant, you \sdbn
enreceive a special Civilian Career Program Brief (career

briefs for GS-11s will be sent at a later date). The career
briefs will be provided by the CMCCP office to give you
a chance to review (and correct if necessary) the
information in your computer record. Areas which will
need your attention are APDP certification level, warrant
information, Acquisition Corps qualification, education
level, and personal availability codes. Review the brief
carefully and work with your local servicing personnel
office to correct any erroneous information. Remember,
you share the responsibility for ensuring that your record
is current and accurate.

gyt
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TUITION ASSISTANCE - FY94

by Scott Brown, AFCPMC/DPCQ,
DSN 487-4608/4603

The response of Contractiagd Manufacturing
Civilian Career Program (CMCCP) registrants ar
interns to the tuition assistance program duri¥p4
has been very positive.

The  Defense Acquisition Workforce
Improvement Act (DAWIA)and AirForce Acquisition
Professional Development Program (APDP) mandatd
requirement for 24-semester hours of business of
bachelors degree for those time workforce who do not
have tenyears of acquisition experience as oDdtober
1991. In addition, in order to qualify ftine Acquisition
Corps, an individual must have a bachelors degree
24-semester hours of business.

To meet these mandatory education
requirements imposed byhe DAWIA and APDP,
CMCCP hopes to see an evgreater response to the
tuition assistance program during FY95.

CMCCP will begin to accept applications fof

tuition assistance for FY95 on 15 August 199
Instructions on how to apply fduition assistancevere
forwarded to MAJCOM functionahanagers duringuly
1994.

Questions should be directed to Scott Brow

1993 AIR FORCE COMPETITION
AWARD WINNERS

by Joy White, SAF/AQCS, DSN 227-6400

d On 5 and &luly 1994, General Drewethe Air
Force Competition AdvocateGeneral, honored the
winners of the 1993 Air Force Competition Awards. The
award recipients included:

Mr. Vaughn Martin, SA-ALC/LDAE - Engineering
Function
@M\s. Loraine Montgomery, ACC - Line Function
Ms. Joanne Mohn, AFDW - Staff Function
Air Force District of Washington - Outstanding Unit
Contracting Center
ANt acific Air Forces - Outstanding Command

a

The awardees have made significant
contributions to thé\ir Force competitioprogram. Mr.
Martin, a seniorelectronics engineer fdhe Automatic
Test Systems Divisiorhas guided thedevelopment of
over 200 Commercial Item Descriptionsteating an
environment of fulland open competition in thest
Measurementand Diagnostic Equipment area. Ms.
Montgomery, who is responsible féhe Government
Operated Civil Engineerin§ervice Store (GOCESS) at
the 363rd Contracting Squadron, ShaiB, achieved a
100 percent competition rafer all GOCESS purchases
worth over$1.8M. Ms. Mohn is th®eputy Director of
Contracting and th®irector of Small Business at the

=
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AFCPMC/DPCQ, DSN 487-4608/4603, commercial ajr Force District of Washington (AFDW) Contracting

210-652-4608/4603; telefax DSN 487-2445/282
commercial 210-652-2445/2822; or e-ma
"browns@cpmc.af.mil"»
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P, Center. Through heaggressive action on Acquisition

I Strategy Panels, sources sougihopsesand industry
meetings, the contracting center surpassed its
competition goals in 34 of the last 36 months.

The AFDW Contracting Center achieved a 97
percent competition rate in FY93 while serviciager
400 Air Forceand Government Agencies located in the
National Capitol Region. The Unit Award was presented
to theAFDW Commander, Col Stevan Richards vas|
as Ms. Linda Morrill, and  TsgiEdwin Davis
representing the contracting office.

PACAF, through innovative approaches
including contractor outreach programs, various
government/contractotraining programs, contracting
conferences, local Chamber of Commerce associations
and small business workshops, accomplished a 98.7
percent competition rate. The Command Award was
presented to Col Roland Hassebrock, PACAF's Chief of
Contracting>
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A YEAR ON THE AIR FORCE

ASSOCIATION ENLISTED COUNCIL
by TSgt Michael Lassiter, HQ AMC/LGCO, &
SMSgt George Dupin 1ll, AFLMA

TSgt Michael G. Lassiter, HQ AMC, and
SMSgt George Dupin Ill, AFLMAhad thepleasure of
serving on the AirfForce Association Enlisted Counci
(AFAEC) for the period of XOctober 1992hrough 30
September 1993.This honor began whethey were
selected as two ofhe AirForce’'s 12 Outstanding
Airmen for 1992. Further, theevent washighlighted
during the 1993 Fall Worldwide Contracting
Conference, where those in attendaneze briefed on
their year as members of the AFAEC.

What is the Air Force Enlisted Council? The AFAEC
is a body ofenlisted personnel consisting of active dut
reserveand guarcomponents. Theore ofthe council
is supported by thAir Force’s 120utstanding Airmen.
The purpose of the AFAEC is tadvisethe Air Force
Association (AFA) on matters of interest to the enlistq
force. Itfurtherserves to keepir Force leadership and
the Air Staff apprised ofthe concerns of enliste
membersthrough the Chief Master Sergeant of the A
Force, the AFAEC Advisor.

What are some of the accomplishments of thg
AFAEC? Past councils made considerabled lasting
contributions to the enlistedorce. Some of those
contributions are the Transition Assistance Progra
which provides counselingand assistance to our
members departing the militasgrviceand entering into
civilian life; the EagleGrant Foundation, whichbffers a
$250 grant to E-4 through E-@ctive duty members
graduating from CCAF currently pursuingBachelors
Degree;and one of the council's greatemtd earliest
accomplishments, the establishment of the Chief Mag
Sergeant of the AF position.

The 1992 AFAEC directed itfforts towarcthe "Top 6"
concerns of our enlisted force:pay compensatior
benefits, dormitory/housing, medicaind dentatare
benefits, education, retiremeand the highlypublicized
homosexual issue. The AFAEChairman, CMSgt
Thomas, provided those concerns to A\ leadership
who after consideration adopted a recbrdakingfive

out of six concerns for publication in AFA’Annual

Policy Paper on Defense Manpower Issia@sl Overall

Statement of Policy.

During theiryear as members aohe AFAEC,
both TSgt Lassiteand SMSgt Dupin,had a‘front row
seat" watching théir Force "up close." They proudly]
represented the contracting career field, the enlisted ¢

NEW TRAINING COURSES

by Mary Mann, SAF/AQCX, DSN 225-9051

A new intermediatepricing course (CON 231)
will be required forLevel Il Certification in Contracting,
effective 1 Octobed994. Afterthat date, contracting
personnel noyet certified at Level Il will berequired to
take thisnew two-week course iaddition to their other
mandatory training requirements in order tceceive
Level Il certification. Thenew course will be legnath
orientedand will contain much more pricing substance.
The course is now irthe pilot offering phase with the
last pilot offering scheduled for 18-28ctober 1994.
Supervisors may wish to send personnel alrdaxel ||
certified tothis new course because it covers so many
beneficial topics irthe area of pricing. This is the long-

' awaited course whichasbeen designed for everyone,
not just Price Analysts.

Defense Acquisition  University is also
pd developing a new Levdll course. This course will
replace the post-awardnd pre-award courses: CON
¥ 311, Management oDefense Acquisition Contracts
' (Exec)and CON 321, Contract Administration (Exec).
Currently in the planningstages, senior contracting
personnel throughout the DepartmentDefense have
providedinput into the desigandcourse content of the
new course. It is naxpectedhat thisnew course will
come online for another year. Those personnel already
' certified at Levellll, at the time of the firstofficial
course offering, will not be required to complties new
Level lll course>

Im
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CCAF

(Extracted from AFSPC Contracting/QA
Crossfeed Newsletter, dated July 1994)

Did you know that if you are an enlistec
member in the Air Force, the Community College
of the Air Force (CCAF) is an avenue for getting
some college credit for Government courses whic
are recognized by CCAF. Your local Basi
Personnel Education Office can assist you wit
information and filling out all the necessary forms.
For additional information, contact
CMSgt Williams, DSN 224-1711.
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and the Air Force. Thank you for supporting them.
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%i? CONGRATULATIONS TO

OUR NEW SESs

JOHN H. BLAIR OC-ALC/PK
TOMMY B. JORDAN SA-ALC/PK

MICHAEL H. NOCK SM-ALC/PK

7( LINDA G. WILLIAMS AFMC/PK A\§
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CONGRATULATIONS
TO OUR NEW GS-15!

ROBERT W. MENENI SM-ALC/PK
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CONGRATULATIONS TO OUR
1994 CONTRACTING SMSgt
SELECTEES

Albert Bealer
Thomas Beaverson
Ray Bivins
George Dupin
Terry Durrett
Rita Dzurenda
Louise Keller
Edward Stern
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John V. Aguilar
Thomas G. Atwood
Mustafa T. Azim
Donald P. Ballard
Murray R. Basinger
Michael L. Black
William P. Bowman Jr.
Diana M. Carey
Joseph T. Castillo
John M. Castle

David M. Catalino
Pablo S. Cunanan
James L. Dawson
Glenis C. Duvigneau
Darrell E. Farley, Jr.
Carlos E. Felix

Mary R. Harriott
William J. Irwin

CONGRATULATIONS TO OUR 1994
CONTRACTING MSgt SELECTEES

Robert E. Jones, Jr.
Charles E. Julian
Cynthia L. Kendrick
Steven C. Kimbrell
Oben C. Ledford
Herbert L. Looney, Jr.
Lorri A. Lowther
Lonnie W. Milburn
Mark A. Moriarty
Gregory J. Pope
Sharon L. Reavis
Cynthia D. Salgado
Timothy Scarboroug
Kim C. Tucker
Melinda A. Walker
Julie S. Wheeler
Charles L. Wilson, Jr.

Lisa K. Anderson
Donald D. Bailey
Quentin Blanchard
Bernadine K. Carter
James B. Cotton
Ricky L. Cron

Michael Douglas
William A. Geary
Keith A. George
Ronald D. Godsy
Cherril A. Guinther
Dale A. Henderson

CONGRATULATIONS TO OUR
1994 CONTRACTING TSgt
SELECTEES!

Martha V. Hooks
Sandra A. Horton
Kenneth E. Huff
Fadil Keranovic
Mari Morenonavarr

Sharon A. Nuessle

Thomas J. Deangelis Timothy A. Officer
Dirk A. Roemmich
Mathew J. St. Thom
Ronnie J. Taylor
Blothethea O. Vann
Robert E. Wallis
Serena B. Wilson
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